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Executive Summary

Are your key business processes (such as Launch New Community,
Develop New Product, Prospect-to-Contract, Sale-to-Start, Contract-
to-Close) defined? Are they documented? Do your people know how
your processes work? How they interact? How they provide value
for your Home Buyers?

Do you actively manage your key processes? Are they designed for
performance? Are they adhered to? How do you know if your people
are performing your processes as you have designed them? Are they
effectively tracked? Are they measured? Are they continuously
improved?

Business processes are the “blocking and tackling” of your company.
All home building companies are comprised of basically the same
core business processes. Yet each builder’s unique way of doing
business is captured in how it executes these core processes. For this
reason, a business case can be made that a home builder’s business
processes are really their most valuable corporate asset.

This paper introduces the management discipline of Business
Process Management (BPM) — a discipline that focuses on defining,
designing, executing, managing, measuring and continuously
improving the processes inherent in a business. While the concepts
of BPM have existed for more than a decade, recent developments in
software and database technologies are bringing new tools and
capabilities to residential home builders.

The benefits of BPM are pervasive and significant, contributing to
each of the following desirable outcomes:

Reducing operational costs

Improving the customer experience

Improving quality of life for employees

Increasing the company’s ability to compete.




A process is an
organized group of
related activities that
together create a result
of value to customers.

A process is ongoing
and meant to be
repeated.

Introduction: The Execution Gap

In our opinion, the difference between a home builder and its
competitor is the ability to execute. Execution is the great
unaddressed issue in the business world today. Poor execution is the
main reason companies fall short of their promises. In most home
building companies, there exists a “gap” between what the leaders
want to achieve and the organization’s ability to deliver it.

Exceptional execution is the product of effectively linking the three
core components of your business: the strategy, the people, and the
operating processes. Processes are about “blocking and tackling”, the
mechanics of making a company work effectively and efficiently.

The goal of this paper is to introduce the management discipline of
Business Process Management (BPM) — a discipline that that focuses
on defining, designing, executing, managing, measuring, and
continuously improving the processes inherent in a business. It is
our assertion that BPM is a vital tool for home builders to use to
address the “execution gap”.

Process: The Mechanics of Making Your Company Work
What is a “process?”

A process is an organized group of related activities that together
create a result of value to customers.

A process is ongoing and meant to be repeated.

A process transforms inputs to outputs and has a definite start and
stop.

Process design is a prerequisite for repeatability: without it the
would-be process is likely to be performed differently each time.
Outstanding performance is a matter of design rather than luck.

Unfortunately, the operating processes of most home builders (even
highly successful builders!) are largely haphazard, un-designed, and
rife with inefficiency and waste. No matter how hard individuals
work, they cannot overcome a flawed process design, much less the
burden of no design at all.

Furthermore, you run your business for your customers. Customers,
results, and processes are tightly interrelated. You can’t be serious
about one without focusing on the other two. The capacity to deliver
the results your home buying customers expect is largely a matter of
how you design and manage your processes.
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